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ABSTRAKT  
Diplomová práce se zabývá návrhem podnikatelského plánu pro založení soukromé 
kliniky řečové terapie v Brně, jako společnosti s ručením omezeným. Návrh je reakci na 
existenci tržní mezery v poskytování komplexích a kvalitních služeb v oblasti řečové 
terapie, psychoterapie a fyzioterapie. V následující práci jsou vyhodnoceny potřebné 
předpoklady úspěchu podnikání, zahrnující také finanční plán, včetně návrhu kroků pro 
samotmou realizaci firmy. 
ABSTRACT 
My Diploma Thesis deals with a business plan for establishing Speech Therapy Clinic in 
Brno as a limited liability company. The idea of establishing such company is connected 
with a gap at the market. There are no companies providing complex and quality services in 
the fields of Speech Therapy, Psychotherapy and Physiotherapy all together. In following 
paper there are evaluated necessary conditions for success in this business including a 
financial plan with a suggestion of steps for setting up Speech Therapy Clinic.  
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INTRODUCTION  
The ability to communicate and to use a coherent and targeted communication 
distinguish mankind form the animals. One of the most important forms of human 
communication is speech. The speech development and other means of communication are 
initiated from early childhood. It can be said that the most important stage in regard  
of speech development is the pre-school age. During the preschool age are forming the 
bases of full development of communication skills. If the communication capability is not 
developed sufficiently at this time, or are diagnostic disorders of development and quality 
intervention is not provided, it can have significant implications for the development  
of human personality. Therefore, it is important and necessary to focus on identifying 
children with speech impairment, so appropriate speech intervention may be initiated.   
The main goal of this thesis is to make a business plan for establishing speech therapy 
clinic or centre which may be due to provided services helpful to people who need help 
regarding the impaired communication ability.  
The whole thesis is divided into three main chapters with the following structure.  
The first chapter of the thesis ensures the theoretical background regarding the preparation 
and writing of a proper business plan. The condition of a success of any business entity  
is a proper business plan which has to fulfill certain criteria which are important  
to accomplish mainly in the case of seeking for an investor or business angel. In addition, 
business plan can also highlight the risks an entrepreneur must calculate with as well  
as obstacles which must be overcome.  
The attention in the second part is given to problem analysis and current situation where 
is done market analyses which take into account not only geographical and demographical 
aspects but also the problem of occurrence of impaired communication ability. This section 
is followed by SLEPT, 7S, Porter’s and SWOT analyses.  
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As a last chapter is chapter dealing with practical establishment of speech therapy center 
with main regard to marketing mix and financial sources.  
The whole thesis used secondary data obtained from vary literature and articles which 
have been written on this topic, as well as information from various web sites related to the 
topic.  
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DEFINITION OF PROBLEM AND AIMS OF THESIS  
DEFINITION OF PROBLEM  
Nowadays, the biggest problem among children in kindergarten is that more than 65 % of 
them have impaired communication ability. There are speech therapists and centers targeted to 
help them with this ability. However, there are very few centers which provides the complex 
range of services with a high quality. This thesis presents an opportunity to establish Speech 
Therapy Clinic (center) offering high quality services with the complex range together with 
physiotherapeutic and psychotherapeutic services.  
AIMS OF THESIS  
The business plan which is proposed by this thesis, deals with the establishment of Speech 
Therapy Clinic (Therapeutic center) in Brno-city. The proposal in this thesis was created in 
order to present the viability of this business plan. The first part of thesis is based on 
theoretical background, what proper business plan should include. This part is followed by  
a market analyses and current situation. The final part of the thesis is aimed to bring and 
highlight detailed characteristic of the project and financial analysis.  
15 
 
1 THEORETICAL BASIS OF THESIS  
1.1 Enterprise  
“As an enterprise is defined a set of tangible, personal and intangible components of 
business. To company belong things, rights and other assets belonging to entrepreneur and 
are used to run a business or by their nature have to serve the purpose.” (44) 
1.2 Entrepreneur  
According to the Commercial Code an entrepreneur is: 
· a person registered in the Commercial Register, 
· person who conducts business under a trade license,  
· person who operates on the other basis than by trade license in accordance with 
special regulations,  
· person who run an agricultural production and is registered in the register in 
accordance with special regulation. (44) 
If an entrepreneur is an individual, he acts individually, or his representative can act on 
behalf of him. In case of legal entity a statutory body or its representative acts on behalf of 
its name. In all invoices, business contracts, orders or letters is entrepreneur obliged to 
enter data on his company name, registered office or place of business and identification 
number.  
Business name is the name under which the business is registered and can be find in the 
Commercial Register. The entrepreneur is obliged to undertake legal obligations under his 
company.  
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1.3 Entrepreneurship  
According to Commercial Code “Enterprising means a systematic activity conducted 
independently by entrepreneur on his own name, own responsibility for attainment of 
profit.” 1 
The place of business is the address which is registered in the register or any other Act 
or Law which provide evidence, as a place of business. (44) 
Business objectives can be: 
· pursuit of profit,  
· satisfying customers ‘needs through the market, 
· fulfilling social mission of business, 
· need to confront risk.  
1.4 Business plan  
“A business plan is a formal statement of a set of business goals, the reasons why they 
are believed attainable, and the plan for reaching those goals. It may also contain 
background information about the organization or team attempting to reach those goals.  
If you are seeking capital, the business plan details how the desired investment or loan 
will further the company’s goals and increase its profit.”2 (33) 
1.4.1 Purpose of a business plan  
Who should write a business plan 
· new business owners; 
                                                 
1 § 2 Law No. 513/1991 Coll., commercial code 
2 PINSON, L. (p.13)  
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· new business owners who are seeking for investors for start-up; 
· already existing business owners seeking for source of finances/investors for 
expansion; and 
· anyone who wants to increase the success of his business. (3) 
Business plan is a document usually made by entrepreneur himself, with the help of 
experts (from various fields e.g. marketing, accounting, project management), due to 
several reasons. Main reason says that entrepreneur himself has the best overview about 
the future goals and desired path to follow. It contains information about external and 
internal factors influencing the establishment and run of a business. The potential readers 
(investors, employees, bankers, customers, coaches) should find out the answers for their 
questions.  
The basic questions which should be answered in a proper business plan are “Where I 
am, where I want to be and how I can get there.” (18) 
· Business plan also helps to find and clarify answers to questions as follows: 
· What is going to be our service/product? 
· Who are and going to be our customers? 
· What is the suitable promotion and strategy? 
· Is there market niche for our product? 
· What are the costs associated with necessary resources? 
· What could be the potential risks and critical success factors associated with 
implementation of business plan. (15) 
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The main purpose of consideration having a business plan is to define the whole 
business or intension and describe in as much detail as possible how the venture is going to 
act in the relevant market. (3) 
The importance of a business plan is based on the fact that: 
· Assists in the determination of business viability in the considered market  
· Provides guidance for business planning and 
· Serves as an important tool in seeking and reaching the various sources of 
financing. (18) 
Carrying on the company on the paper gives firstly the opportunity to identify and find 
out the risk areas and potential problems which can occur and figure out solutions without 
real consequences which can happen in reality. (31) 
1.4.2 Requirements for business plan  
Proper business plan should fulfill the following criteria: 
· Be realistic and trustful 
· Be understandable and simple 
· Be clear and concise 
· Demonstrate the advantages of the service or product for potential customers 
· Emphasize the competitive advantages of the service, the strength points of the 
business 
· Not to hide potential risks and weak points 
· Focus on future, i.e. what do we want to achieve, what are our goals 
19 
 
· Not to be too pessimistic (can decrease the attractivity for an investor) and also not 
too optimistic (can lead to reducing the credibility). (15) 
1.4.3 The individual parts of business plan  
Each business plan should have following parts which are important not only for the 
owner of the business but also for potential investors.  
· Title-page 
· Executive summary 
· Market analysis 
· Business description 
· Business plan  
· Marketing plan 
· Organizational plan  
· Risk assessment  
· Financial plan 
· Appendices  
It is expected that each part will include the needed info. (18) 
1.5 Marketing mix 
The marketing mix is a set of tactical marketing tools – product, price, distribution and 
communication policies, that allow the company to adapt its offer to customers in the 
target market. Marketing mix describes and specifies all steps that the organization need to 
fulfill in order to attract the customers.  
20 
 
These steps are divided into four variables ‒ product, price, place and promotion. More 
information regarding this topic will be written in chaper 3.  
Properly assembled marketing mix combines all elements so that on the one hand can 
was granted maximum customer value and on the other hand met corporate marketing 
objectives. Marketing mix is a set of tools to implement to corporate strategy. (30) 
1.6 SLEPT analysis   
The SLEPT analysis is tool categorizes environmental influences into five main clusters 
or types: Social, Legal, Economic, Political and Technological. Mentioned types are not 
independent of each other, very easily can be linked. 
As an example can be mentioned technology developments. Those developments affect 
the way people work, their lifestyle and standards of living. All those factors may lead in 
changes in the competitive environment in which the organization tends to operate. To 
understand how SLEPT can influence whole environment, as a first we have to understand 
the key drivers of change and differential impact of external influences (included in 
SLEPT) and drivers on concrete individual organizations, markets and industries. (19) 
1.6.1 Political factors 
In political factor area should describe and deal with 
· Government’s decision, the provision, regulations;  
· Political regulation;  
· Government stability;  
· Taxation policy;  
· Foreign trade regulation;  
· Social welfare policies. (5) 
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1.6.2 Economic factors 
This section deals with all the economic factors affecting business. They are:  
· Economic growth, consumer spending, the level of GDP; 
· Determining the monetary policy interest rate; 
· Government spending; 
· Politics unemployment; 
· Taxation; 
· Exchange rates; 
· Inflations. (5) 
1.6.3 Social factors  
In social area are included all social aspects such as 
· Demographic factors, especially in the target group; 
· Standard of living and changes in its target group;  
· Lifestyle and changes in the target group; 
· The structure of population; 
· Values and attitudes of people (competitors, customers, suppliers and others) to 
business area, product and substitutes. (17) 
1.6.4 Technological factors 
Among the technological factors which should be included in the analysis, we include 
for example: 
· Development of new technologies; 
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· New discoveries and patents; 
· Energy consumption and energy costs; 
· Current general level of technology. (5) 
1.6.5 Legal factors  
Each business sector is bounded with many laws, regulations and exceptions that are 
curtail to entrepreneur and he is obliged to comply them. Since the legislation has a major 
impact to business it is recommended to analyze them in order not to endanger his 
business.  
· Determining corporate legislation of taxation and taxation of individuals; 
· Determining the tax legislation itself; 
· Changes to the Labor Code, the minimum wage and whole employment law; 
· Health and safety 
· Legislation governing competition; 
· Product safety. (5) 
1.7 SWOT analysis 
Among the possibilities which an entrepreneur can analyze the internal and external 
environment of a company, is one of them SWOT analysis which based on a strategic 
analysis of the company determines strengths and weaknesses of the company, and 
opportunities and threats the company is facing to. SWOT analysis highlights the key 
points that affect the company and says in what direction the company should go. (24) 
1.8 Model 7S 
Model 7S analyzes the internal environment of the company. This model includes 7 
basic factors (aspects) which are interdependent, influence each other and based on them is 
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decided how will be the corporate strategy fulfilled. Especially in the harmony between 
these factors is necessary to find key factors for success of any company.  
These 7 factors are strategy, structure, system, style, staff, skills and shared values. (40) 
1.9 Porter’s analysis 
Porter’s analysis is used to map the factors that influence the bargaining position of a 
company within the industry. Among the analyzed factors are the bargaining power of 
customers, bargaining power of supplier, thereat of entry of new competitors, the threats of 
substitutes and rivalry of firms operating in the market. (17) 
Bargaining power of buyers 
Customers demand low prices, quality products and thus cause tension between 
competitors. Bargaining power of customers is high when there are substitution products 
available or they draw only a small amount of their total goods consumption but for the 
businesses they mean a large percentage of sales. (34) 
Bargaining power of suppliers 
Suppliers can affect the company in terms of prices and supply. Their bargaining power 
is high in case that there are no substitutes of their supply, where the supplies are important 
for the company or it is difficult or impossible to change supplier. (34) 
The threat of entry of new competitors 
The entry of new competitors into the industry is reduced by barriers to market entry 
and barriers to market exit. If these barriers are high, it is likely that new competitors will 
not entry the market, but the companies will achieve greater gains and vice versa, if the 
entry barriers are low, the market is limited by reduced profitability and lower profits and 
threat of entry of new competitors is higher. (18) 
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Threat of substitutes 
As substitutes completely or partially substitute the products, reduce prices and thus the 
profits, it is advised to closely monitor price developments of competing products. (34) 
Competitive rivalry within the industry 
Attractiveness of the market is lower when there is a larger number of strong or 
aggressive competitors, or when there is a cessation or decrease in growth of sales. In such 
cases price wars often occurs and competitive rivalry within the industry is high. (34) 
1.10 Break-even point analysis 
Break-even analysis shows how much output the firm must produce, to cover its total 
costs. The turning point is a point "to achieve which the products only covered the cost and 
from which has already begun to contribute to the generation of profit. (23) 
The turning point shows us the amount of production, from which production ceases to 
be loss and begins to generate profit. This quantity can be calculated as: 
TR = TC 
P * Q = FN + vn * Q 
Source: Own elaboration 
Break-even analysis answers a series of questions, such as: 
• What are the maximum production costs to ensure cost-effective production, 
• What is the maximum cost of the product or service without causing a loss, 
• In what volume of production achieves the company maximum profit and others. (22) 
1.11 Financial sources  
Every business needs to start some seed capital as a source of money from which will 
be the start-up company funded. This capital can be obtained in two ways: 
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• own sources 
• foreign sources. 
Own sources 
Own funds are the main source of financing of business activities. They arise mostly by 
long-term savings or profit from the past. (22) 
The internal sources of funding are: 
• Profit 
• Depreciation 
• Other own source of funding. 
Own sources of financing are very safe mainly in the beginning of the business, but they 
are also expensive, for example in the form of income tax in the case of financing from a 
profit. We can say that we pay interest also from own resources, although not as high as 
from other sources. (22) 
 Foreign sources 
Foreign funding sources allow faster business development because they contribute to 
the generation of profit, which is considered as own source of funding and thus helps faster 
conversion to own sources. However, from foreign sources the entrepreneur pays an 
expense in the form of interest. The more the firm use external sources of financing, the 
greater is the increase of expenses and the more they are hazardous and often also 
dependent on other entities, thereby reducing the decision-making process in their own 
company. (22) 
Among the foreign funding sources are, for example: 
• Bank loans, business, leasing. (22) 
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2 PROBLEM ANALYSES AND CURRENT SITUATION 
2.1 Market analysis 
This chapter is devoted to a market research, the entrepreneur wishes to enter.  
The main analysis is performed in terms of geographic and demographic. In 
demographic analysis is also included analysis of speech therapist who are already 
working in the market. As a last analysis is done analysis of customers, who need the 
service provided by speech therapist.  
2.1.1 Geographical aspect  
For the business plan “Establishing speech therapy clinic” is Brno selected as a 
localization of establishing. Brno lies in Brno-city district which has 378 615 inhabitants 
(from that 196 022 women). Whole area lies in the South Moravian Region which has 
1 166 830 inhabitants from what are 595 731 women. (2) 
Therefore Brno is the second largest city in the Czech Republic by population. In the 
are of Brno-city there can be found 15 speech therapy clinic or ordinations (or centers) and 
32 registered speech therapists. (1) 
The chosen location seems appropriate for establishing the business because of a large 
number of potential customers. For more information about born children in the region, 
please see graph below.  
In the past, there was quite a big “boom” with opening speech therapy centers or having 
own practice as a clinic speech therapist. However, many institutions or private speech 
therapist do not have required education including attestation, and consequently do not also 
have the agreement with the health insurance company. Those speech therapists are also 
well known for offering bad services which are not according to standard or satisfactory 
approach. 
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There is a non-written law that child is supposed to speak and pronounce properly 
before starting attending a basic school. From that reason usually children who are close to 
start their “school period” are taking in advance in the state speech therapy centers and 
consequently the other children have to wait some times which is sometimes counted for 
weeks (8, 9, 10, 11, 12)  
From the information provided by Czech Statistical Office can be found out info in the 
following table. (8,9,10,11,12) 
Tab. 1: Number of clinical speech therapist in period 2007 - 2011 
Year 
Clinical 
speech 
therapist 
(CST) 
recalculated 
number 
Number of 
consultation 
The number of treated people 
in total per 1 in total 
per 1 
CST 
per 1 000 
people 
2007 43.82 145 473 3 320 29 571 679 24.51 
2008 46.57 161 093 3 459 32 779 704 26.20 
2009 45.93 153 584 3 344 31 583 688 27.46 
2010 52.26 164 320 3 144 17 196 329 14.92 
2011 50.52 157 516 3 118 18 848 373 16.19 
 
From the chart can be seen that in the year 2011 there were 3 118 consultations per 1 
clinic speech therapist (CST) per year. From that info is obvious that one CST has 260 
consultations per month, meaning 65 consultation per week, from which is clear that he 
has 13 consultations per week.  
2.1.2 Demographical aspect 
According to the Czech Statistical Office lives in the South Moravian Region 1 166 830 
inhabitants, including 595 731 women. In the district of Brno-city live 378 615 inhabitants, 
including 196 022 women (information for 1st quarter of 2012). (2) 
The highest number of born children (from the period of 2005 till 2011) was in the year 
2009, it was 4 578 children. Those children are going to be 4 years old in 2013 and will 
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have been already for one year in the kindergarten. Four years old children are very usual 
and common customers of speech therapist. Also from the Final Annual Reports of Speech 
Therapist (8, 9, 10, 11, 12) is visible that more than 65 % of children have problems 
regarding impaired communication ability.  
 
Graph 1: Born children in 2005 till 2011  
From what has been mentioned is clear that in the year 2013 will be most probably 
higher number of consultations and children/people who need service and care provided by 
speech therapist. However, do not forget that there will be also more clinical speech 
therapists.  
From the previous chart (Number of clinical speech therapist in period 2007 – 2011) we 
can assume that the trend will be almost the same and we can make an assumption that in 
the year 2013 the statistic will count 12 or 13 consultations per CST per day. 
In chart “Number of clinical speech therapist in period 2007 – 2011” is also given 
information about number of treated people. It was 18 848 people per year. But those 
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people are from whole South Moravian Region. From the information provided by Czech 
Statistical Office we can say that 60 % of inhabitants of South Moravian Region live in 
Brno-city. (2) 
We can calculate that 60 % of 18 848 treated people is 11 309, meaning that in Brno-
city were 11 309 people who needed service provided by speech therapist during the year 
2011. We can also calculate the amount of consultations per year for Brno-city. From 
157 516 consultations were made 94 510 consultations in Brno-city.  
In Brno-city there are registered 15 centers/ordinations which offer speech therapy 
services. We can also find the information that in Brno-city are 32 clinical speech 
therapists. (1) 
From mentioned info we can make a following calculation. If in Brno-city were 11 309 
people who needed a speech therapist, and there are 32 speech therapists, it means that 
each therapist potentially took care of 353 customers during the year 2011. If the number 
of consultations in Brno-city during 2011 was 94 510, we can count that it was 2 953 
consultations per speech therapist per year (246 consultations per month and more than 12 
per day).  
2.1.3 Problem of occurrence impaired communication ability  
According to Final Annual Reports of Speech Therapist (8, 9, 10, 11, 12) we can say 
that for selected business area the potential customers are mainly parents of preschool 
children, between the age of 3 and 7. It is 80 % of all customers.  
The second biggest groups of customers, with 10 %, are people after stroke, usually 
around 60 – 65 years old. Apart from them stroke also increasingly affects younger people, 
and are not uncommon cases in patients 30 – 40 year of life. The incidence of stroke in the 
Czech Republic is about 250 cases per 100,000 inhabitants per year (one of the highest in 
the world) and majority of cases happen during the summer due to high temperature. (6) 
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The last two groups have equal percentage of 5 %. This groups are adult people above 
30 years old who have problem with pronunciation of “R” , “Ř”, and people with age scale 
from 15 to 30 who have problem with speech fluency, stammer (Balbuties). It is very usual 
those potential customers from that group (15 - 30 years) decided to attend speech therapist 
because of attending the secondary school/university or job where they have to speak or 
present in front of the audience a lot.  
2.2 Potential customer and business area 
The majority of offered services regarding speech therapy, physiotherapy and 
psychology are paid by Health Insurance Company only if the centre or clinic has the 
agreements with the health insurance company. As was already mentioned, at the 
beginning the service will have to be paid by customers themselves, therefore are expected 
customers with following characteristics:  
· Average to above average income 
· Secondary education with graduation (leaving exam) and higher 
· High workload 
· Stressful working environment 
The centre will be based in the centre of the city Brno. It is expected that catchment area 
for potential customers will be not only centre of Brno but also other districts with a good 
network and availability of public transport system.  
The business area will be operating of therapeutic centre, specifically offering of 
complex services regarding speech therapy, physiotherapy and psychology, but also area of 
education (sign language) and organizing children’s therapeutic recreational events 
(weekend and week events). 
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2.3 SLEPT analysis 
2.3.1 Social factors 
Among the important demographic trends affecting the business are number of births 
and the extending age of population and its aging. Government has to somehow react to 
the mentioned trends as it has impact to the state budget. To be more specific to state 
budget come less funds from the economically active population and consequently 
government reacts in the way of extending the age of retirement.  
The following graphs show the evolution of the population in Brno and the development 
of age groups of the population of the Czech Republic.  
(Note: All used data in the SLEPT analysis were found and gathered from the website 
of the Czech Statistical Office).  
 
Graph 2: Progress of Brno-město amount of inhabitants 
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Graph 3: Progress of age groups in Brno-město 
From the graph above is clear that declining population aged 0 to 15 years old and 
growing number of people in the aged 61 years and over.  
Applicants for a pension in 2012 must obtain insurance for 27 years as it was also in 
2011, while in 2010 it was necessary to obtain insurance for 26 years, in 2009 it was 25 
years and in 2018 it is supposed to be even more, 35 years. From what has been written 
can be  assumed that in the Czech Republic there is a gradual increase in required 
insurance period for entitlement to retirement pension. To that period is counted the time 
when is paid the pension insurance (e.g. from employment or entrepreneurship) and spare 
time (e.g. maternity leave). (16) 
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Graph 4: Retirement Insurance duration needed for retirement 
For mentioned reasons, a very limited possibility seems babysitting provided by 
grandparents. They will still have to go to work. Consequently parents have to arrange the 
kindergarten for their child or private babysitter due to lack of kindergarten.  
However in these days around 65 – 75 % of children in kindergarten have problems 
regarding impaired communication ability (8, 9, 10, 11, 12). Unfortunately the number is 
very high and it means there is no time for practicing and correction of communication 
ability. And it is not that common to have a speech therapist as a employee of kindergarten 
therefore parents have to take the action into their hands and usually have to attend 
pediatrician who suggest and prescribe them a visit of a speech therapist. If they want to 
visit private speech therapist who does  not have any agreement with the health insurance 
company, they do not need the prescription made by pediatrician because they are going to 
pay examine and care provided by speech therapist by themselves.  
Another social factor is economic situation of the inhabitants of Brno. Overall the 
situation is quite good, it occupies the first half in a nationwide comparison. Current 
unemployment in Brno-city is 8.44 %, the average of South Moravian Region is 10.12  %. 
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The unemployment of Brno-city is on the 27th place out of 77 districts of the Czech 
Republic. (29) 
The nationwide unemployment rate is 8.91 % (counted to 31st March 2012). (29) The 
nationwide unemployment rate is a bit higher than unemployment in Brno-city where will 
be the private therapeutic centre based.  
The following graph shows the unemployment rate in Brno-city region over the past 8 
years.  
 
 
Graph 5 : Annual progress of unemployment rate in Brno 
Demand for the services of speech therapists is quite high in South Moravian Region 
and many children have to wait sometimes even few weeks to be examined by speech 
therapist (note: info from questionnaire).  
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Equally important social factor is the standard of living of the population. The 
distribution of gross monthly earnings by regions of the Czech Republic can be seen in the 
following graph. Average gross monthly wage in South Moravian Region is 21,873 CZK 
in the 1st half of 2011. 
In the national comparison it is a bit below average because average nationwide income 
is 22,781 CZK. (35) 
 
Graph 6: Average gross monthly wage in the Czech Republic regions 
As mentioned in previously the potential customers of the services will be rather people 
with average to above-average monthly income.  
2.3.2 Legislation factors 
The operation of therapeutic centre and whole business are will be affected by a range 
of laws and legal standards.  
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The Trade Act 
The business are will be operating of therapeutic centre (offering special services in 
range of speech therapy, physiotherapy and psychology), are of education and organizing 
children’s therapeutic recreational events. The business will need to establish free trade. 
The predominant object of the company is the “operation of private health care centre for 
children with speech defects”.  
The secondary object of the company is “extra-curricular training and education, 
courses, training courses, including lectures”. For this purpose it is needed to announce a 
new trade to Licensing Office and ask for a trade certificates.  
It is also important to have a confirmation from Brno City Hall in order to operate a 
private center which is targeted to health. 
Since the potential customers and attendants of therapeutic recreational events will be 
up to three years, there is no obligation of professional competence to pursue the 
profession of nurse. (37) 
Act No. 563/2004 Coll. Teaching Staff  
This Act establishes qualification requirements for teachers. Teachers of kindergartens 
is dedicated § 6 where is prescribed that teachers have to have university, college or 
secondary education, and always with the focus on pedagogy in preschool education.  
Notice No. 268/2009 Coll., on technical requirements of buildings 
Notice is about technical requirements for buildings such as the project and budgetary 
documentation, assembly, building materials, the right to protection of health, safety etc.  
Act No. 40/1964 Coll., the Civil Code 
The Civil Code defines the obligations of such provisions on the protection of personal 
data as well as terms and conditions of the lease contract. 
37 
 
Act No. 262/2006 Coll., the Labor Code 
Since the therapeutic centre will employ employees, there are also important provision 
resultant from the Labor Code, which regulates legal relations arising between employees 
and employers.  
Act No. 513/1991 Coll., the Commercial Code 
Commercial Code governs the status of entrepreneurs, business obligations, and other 
relationships related to the business. It defines business, enterprise, trade name, trade 
register, trade secrets, competition etc.  
Act No. 563/1991 Coll., the Accounting 
The legal person has to be also authentic under the provision of the Accounting Act, 
which sets out the scope and method of accounting and the requirements for its relevance.  
Act No. 586/1992 Coll., The Income Tax 
The chosen area of the business is comply with the provisions of the Income Tax Act. 
The most binding part is mainly the second part – the tax on copporate income and part 
three which is common provisions. Important are also the annex to this act.  
Act No. 160/1992 Coll. 
According to § 15 and § 16 the operator of healt care facilty has to have agreed contract 
liability insurace for damage caused to citizens in realtion to the provision of health care. If 
the operator employed at least one employee, he must also enter into a contract of liability 
insurance for damage caused to their employees in fulfilling work tasks or in direct 
connection with them.  
Apart from two mentioned contracts which instructs a law, will be assigned Commerce 
Entrepreneur insurance policy covering natural hazards, theft, vandalism, including and 
unidentified perpetrator, equipment damage, interrupiton of operation of business due to 
property damage, force majeure, illness or injury, general liability: damage during 
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operation of centre, damage of theft of discarded things of patients, damage to the accepted 
use of things, damage to property employees and trainees, damage due to recourses health 
insurance companies. (27)  
Act No. 96/2004 Coll., The conditions for extraction and recognition of 
qualifications for non/medical professions and activities related to the provision of health 
care 
Act No. 101/2000 Coll., Personal data protection 
Act No. 160/1992 Coll., Health care in private health care institutions 
Act No. 385/2006 Coll., Notice on medical documentation 
2.3.3 Economic factors 
The Czech government has been resolving to austerity measures and a policy which 
should reduce the budget deficit. Currently it applies restrictive fiscal policy, which 
increases the tax burden and reducing state spending.  
The economic crisis, which has recently affected the global economy, is already slowly 
coming to the end. However according to economists and analysts the Czech Republic is 
still in recession. Domestic third-quarter GDP showed a decline. While industry year on 
year increased slightly, but far below previous levels. Analysts estimate the expected 
recovery should be at the end of 2012 or beginning of 2013. (39)  
Unfavorable factor is that people will still try to save money and spend only the 
necessary expenses goods, as was the case in times of economic crisis. The following chart 
shows the various income groups of the population and their percentage representation. 
(36) 
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Graph 7: Income of households in the South Moravian Region in 2011  
Other economic factors are taxes and tax rates. The rate of tax on corporate income is 
19 % of the tax base, which can be reduced by a tax deductible item under Act No. 
586/1992 Coll., The income tax act. According to Act No. 235/2004 Coll. 
Economic impacts will have the biggest affect on the selected branch of business. Quite 
high unemployment rate and with it associated families incomes which are limited can 
cause some parents due to unemployment will care of their child at home and will have 
more time to practice the speech therapy by themselves.  
2.3.4 Political factors 
The current political situation in the country is seemed as unfavorable by inhabitants of 
the country. Following chart shows the results of the elections to the House of Commons 
which was held in 2010.  
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Graph 8: Representation of political parties in the Czech parliament in parliamentary 
elections 2012 
Currently dominates in the country the so-called center-right government coalition 
composed of ODS, TOP 09 and Věci veřejné. The opposition is form by CSSD and 
KSCM.  
From 1st January 2011 the new government austerity measures such as changing income 
tax, limited support for savings (Stavební spoření) or tightening the conditions for 
unemployment payment benefits entered into force. The government is trying to stop the 
state debt. To reach that goal, government is trying to reform the social system, pensions, 
health and employment legislation.  
As a result of these measures, the government may be a reduction in household income. 
It will mean that parents will not be willing to pay for services provided by therapeutic 
centre and will rater wait in order to get those services for free by state institutions.  
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2.3.5 Technological factors 
In view of the business, this is operating the therapeutic centre with the focus to speech 
therapy, the technical and technological aspects are not considered very important because 
it can not directly affect the business in the way as in the other fields of business.  
2.4 Analysis 7S 
The following chapter deals with analyzing 7S factors. 
2.4.1 Strategy 
The strategy of a company should be always based on the vision of the company. The 
vision of private therapeutic centre is to fill the market gap and to provide the services 
which improve the quality of life for people disadvantaged by speech-impaired, and help 
them to integrate themselves back into society.  
Objectives of the company are as follows: 
· Obtaining and retaining quality and loyal employees,  
· provide quality services, 
· promote the good image of the company and thus create a board base of potential 
customers, 
· satisfaction of customers (mainly children and  their parents),  
· obtaining a positive operating cash flow, 
· gain a solid image and position among centers which offers the same services. 
The objectives of the company will be various in different stages of the life cycle. In the 
development and growth stage, the company will invest and gather assets necessary for the 
operation of business. For this reason, the company will have high cash flow and low 
operational cash flow. The company will try to achieve a certain position in the market 
among the competitors.  
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In the maturation stage the enterprise will want to maintain the position in the market 
and will tend to enlarge its market share. For the mentioned stage is typical high operating 
cash flow and low investment cash flow.  
The last phase of the life cycle of a business is decline. The basic condition of 
permanent existence of the company is achieving good results in the financial sector as 
well as customer orientation and satisfaction of their needs. Both needs, the obvious and 
the hidden.  
The objectives of the company are primarily obtaining and retaining of skilled and loyal 
employees. Those employees are the ones who are going to work with potential customers 
or with children of potential customers consequently they are the people who are 
responsible for the satisfaction of customers (and their parents) and for spreading the good 
name of the company among customer’s friends and acquaintances.  
This effect will allow getting a good image and to get in public awareness as a quality 
company and thus gain more potential customers.  
Part of marketing strategy is also the establishment of the website. It will be the place 
where therapeutic centre will present itself and provide information to potential customers 
about the offered services. More information regarding marketing and marketing campaign 
will be written in the chapter “Marketing plan”. 
The financial goal of the company is to get positive operating cash flow. In the first 
years of the company operating cash flow will be low because of possible non-fulfillment 
of the capacity of employees. With increasing awareness of existence the therapeutic 
centre and its services is expected growth in operating cash flow.  
2.4.2 Structure of the company 
The organizational structure of the company is rather simple. There is only one 
company owner who is at the same time expert guarantor for field of speech therapy and 
pedagogic field. The owner has attestation as a clinical speech therapist, many years of 
practice (also with deaf children and people) and also pedagogic education, consequently 
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owner can also take the responsibility for courses of sign language and also act as teacher 
supervisor during the therapeutic recreational events.  
The company is going to employ other 2 people as full time employees with the 
contract. 
One person will be a physiotherapist with exams, documentary and practice required for 
providing physiotherapeutic services. The other person will be a psychologist who is also 
required to have needed exams, documentary and practice, for providing psychological 
services.  
The whole company will consist of 3 full time employed people (one of them is owner). 
The accounting and cleaning service including laundry will be at the beginning done 
externally. Later on the owner will take over the accountancy part of a business. The 
cleaning service and laundry will stay done externally.   
The therapeutic centre is going to offer non-paid practice to students of Pedagogic 
faculty. It is expected that they will help with taking care of children during the therapeutic 
recreational events.  
Since the customer will be older than 3 years there is no obligation of professional 
eligibility for professional nurses.  
2.4.3 Staff 
Lately the importance of the human factor is more and more increasing. Only well-
motivated employees who are happy and satisfied in their work can make a quality work. 
Modern management approaches found out that employees who are highly satisfied with 
their job have also the most satisfied customers, the best working results and work ethic.  
Key to the success of each company is therefore satisfied, motivated and skilled 
employees.  
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There is not going to be a recruitment of needed staff (2 qualified specialists in field of 
physiotherapy and psychology). Those two employees are already chosen. They are my 
close longtime friends.  
2.4.4 Skills 
The skill requirements for owner of centre and other employees will be different.  
The owner of the company will be at the same time an agent of the company and also a 
speech therapist. Therefore is needed that owner will be on one hand able to focus on 
issues related finance, accounting, marketing, management, taxes and laws. On the other 
hand the owner has to have not only required education but also exams, documentary and 
practice in the field of speech therapy.  
The next two employees are required to have required education, exams, documentary 
and practice in the field of physiotherapy and psychology. Additionally it is needed that all 
employees have good communication skills and manners because they will daily work 
with children, their parents and adults.  
2.4.5 Style  
In the newest managerial practice there are mainly applied following management 
styles: 
· Democratic 
· Autocratic (authoritative) 
· Laissez – faire 
 
For the company was selected democratic style of management which means that 
employees participate in the management of the company. The owner allows employees to 
express themselves to each situations and problems and delegate them some power.  This 
is mainly due to specific requirements for each part of services offered by company. The 
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owner does not have required education of all services offered consequently gives the trust 
to employees. However, owner retains his responsibility for final decisions.  
2.4.6 Systems 
The company will use a Microsoft product and package of MS Office, specifically MS 
Word, MS Excel, MS Access and MS Outlook.  
In terms of financial, personnel and economic issues will be used the system of external 
accountant. Later on, when all accountancy will be done by owner, it will necessary to find 
suitable economic software for small businesses.  
In addition, the company will need an antivirus program to ensure protection of 
computer equipment which counts 3 notebooks. For public communication and daily work 
the internet connection will be needed.  
All medical centers are obliged to have records about their patients and their health 
status. In our center will be introduced integrated information system, which will include 
an electronic file. This system will be tailored not only for file, but also for operations of 
the organization. Until the system is installed and configured, all documentation will be 
made in writing and securely locked in a filing cabinet.  
Regarding ordering patients the company will offer few ways how to do it. The 
company wants to make every patient satisfied regarding the ordering way. Ordering can 
be done in person, by mobile phone, e-mail, Skype, via the order form on the website or 
directly in the center at specialized employee.  
2.4.7 Shared values (culture) 
Company culture is an important element of 7S strategy. Company culture is 
characterized as a summary of ideas, myths, attitudes and values. Since the company has 
not been established yet, it is difficult to characterize the culture now. However, the 
leadership (owner) will seek to ensure that in the whole therapeutic center will be nice and 
friendly atmosphere, which is at the same time also professional, so that children and all 
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other patients (future customers) will feel comfortable and satisfied and thank to that they 
will chose our centre also next time they need any special help.   
2.5 Porter’s analysis 
2.5.1 Competitive rivalry among existing competitors 
In the market of medical centers targeted to speech therapy operate many of competitors 
offering vary services and products, from state but also private sector.  
With a regard to private and also state medical ordinations or centers which offer speech 
therapy services, we can find 15 centers/ordinations which offer speech therapy services in 
the area of Brno-city. Counting on speech therapist, we can find 32 clinical speech 
therapists.  
However, after analyzing information from Czech  Statistical Office regarding speech 
therapists and their customers, it was found that the demand exceeds supply capacity in the 
state or private speech therapy centers offering a good quality services.  
An important element will be the need for differentiation, because the existing centers 
offer a variety services in different price scale. We will try to react on parents’ suggestions 
and will try to prepare such services which would be welcomed by both parents and 
children (and also by other customers apart from children).  
In the case of well-prepared and executed advertising campaigns, addressing key 
segment and successful differentiation of services will be planned therapeutic center able 
to keep up with the competition.  
As it was mentioned in the chapter market analysis there was a quite a big boom 
regarding opening speech therapy centers or private practice of speech therapists. 
However, there is still a gap regarding providing good quality services which are complex 
(together with psychology or psychotherapy and physiotherapy. (8, 9, 10, 11, 12).  
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From market analysis is clear that during the year 2011 there were 12 consultations per 
day per speech therapist. We can assume that the basic consultation can least around 30 
minutes, 12 consultations means 6 hours of  “clean” work not counting making of evidence 
and other stuff related to maintaining a consultation with a patient.  
We can expect that the trend regarding consultations per day per speech therapist will 
be the same also during the year 2013. Meaning that new speech centre can have a chance 
to get and keep new customers.  
Dominant position on the Brno-city market among speech therapy centers has the 
Soukromá klinika LOGO s.r.o. This private clinic has really good position also in the 
Czech Republic because it has its branches not only in Brno where it has 2 branches, but 
also in Židlochovice, Blansko and Prague.  
The other important competitor in Brno-city is Dobrá logopedie.cz.  
Another competitor may be also seen in the agencies which offer taking care of children 
because usually they also offer speech therapy. Nevertheless, the speech therapy in those 
agencies is done usually by students who have not finished the studies yet and who do not 
have not only required experience but also exams and attestation.  
It is also important to mention that in some kindergartens can be also found other 
competitor or competitors. Those competitors are retired teachers who offer an amateurish 
speech therapy, in some kindergartens, which is quite cheap (usually 50 CZK per 
consultation).  
Comparison with competition 
Soukromá klinika LOGO s.r.o. 
This private clinic was established in 1990. Since this time it has developed it strategy and 
range of offered services which is now really complex. LOGO s.r.o. has a domain position 
in the Czech Republic due to fact that it has two branches in Brno, one in Židlochovice, 
one in Blansko and one in Prague. Together it counts five branches with full range of 
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services, however some of the services are way too much commercial and expensive, 
therefore this could be the  place where Therapeutic center SOVA can get a new 
customers.  
LOGO s.r.o offers services such as speech therapy, wellness and various scale of 
massages, courses for managers regarding proper communication skills and pronunciation. 
LOGO s.r.o does not offer any courses of sing language for non-deaf people and also do 
not offer any therapeutic recreational courses. Exactly here can have Therapeutic center 
SOVA a competitive advantage comparing with LOGO s.r.o. Also the location of LOGO 
s.r.o. is not well chosen, the clinic is not in the center, although the connection seems good.  
For more information, please see the web page moje-klinika.cz. 
Dobrá logopedie.cz 
This is a private clinic which was established during the year 2010 and 2011, 
although the speech therapist states that he has been devoted to speech therapy since 2000. 
This clinic offers ORL services but does not offer any services regarding physiotherapy or 
psychotherapy. However, the position and location is really well chosen, because it is in 
the centre of Brno with well connected network of public transportation. To be more 
specific it is just two stops away from the location of Therapeutic center SOVA. 
 Dobrá logopedie.cz also do not offer the therapeutic recreational courses and 
courses of sing language for non-deaf people.  
Generally speaking, Therapeutic center SOVA offers services which are not offered 
by its biggest two competitors, however the main threat is seen it the fact that LOGO s.r.o 
and Dobrá logopedie.cz have the agreement with the Health Insurance Company which 
unfortunately Therapeutic center SOVA does not have. As a step in near future for 
Therapeutic center SOVA has to be to start dealing with Health Insurance Company in 
order to get the agreement otherwise the position in Brno-city market will be much more 
difficult.  
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New competition 
The market with speech therapy has many actors but very few of them offer quality 
services together with complex range of services. Nevertheless, the entry of a new 
competitor in the market is very probable, and can represent a big threat.  
2.5.2 The threat of new entry 
The number of recounted clinical speech therapists in South Moravian Region is the 
third highest in the Czech Republic, right after Prague the capital and Moravian-Silesian 
Region.  
The number of recounted speech therapists in Brno-city is really high even if the market 
is not fully served. Due to existing high number of competitors and due to strong 
competitor Soukromá klinika LOGO s.r.o. there is relatively low risk of entry of a new 
competitor.  
The barriers to new entry are primarily the problems connected with the obtaining 
contracts with Health Insurance Company. In the South Moravian Region it is considered 
as the biggest problem of new entry because it is an open secret that health insurance 
companies are not willing to sign new contracts with new speech therapist for upcoming 
years.  
As the next barriers to new entry could be also considered the financial sources 
necessary for the creation of facilities and start a business and of course a number of 
legislative standards to be met either before establishing operations, and during its 
operation.  
Thus barriers to entry exist and are not small. They are relatively big and hard to beat.  
The next fact that could also significantly affect business in this field is a situation when 
individual companies start establishing corporate kindergartens for their employees’ 
children with private speech therapist for each kindergarten.  
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2.5.3 Threat of substitutes 
An important element will be to offer a differentiated product to customers, it means the 
one that would favored our center among other private and state speech centers and 
ordinations. As was mentioned above, the management of center will listen to parents of 
children and children themselves and will try to create services according to their needs, 
wished and requirements.  
The speech therapy services are really unique and cannot be replaced or substituted by 
anything else, just again by other speech therapist or by someone who studied or is 
studying speech therapy.  
The same can be applied also for psychotherapy and physiotherapy which make 
together with speech therapy the main activities of the center.  
2.5.4 The bargaining power of buyers 
Bargaining power of customers could be related to the price and to the offered services. 
Regarding price, the bargaining power of buyers is rather minimal, because the price will 
be determined by the cost. Moreover, the amount of fee of provided services will be in the 
same price range, or rather lower, as fees of the competition. It is important to mention that 
I take into consideration the centers which do not have the contract with the health 
insurance company. If I take into consideration all centers not only the one where buyer 
has to pay, then the bargaining power of buyer/customer will be really high.   
All in all the bargaining power of customers regarding provided services will be strong, 
since the center wants to listen to the wishes, needs and requirements of customers and 
adapt them to their offering services. Customers can thus affect the spectrum of offered 
activities. 
The center will not be dependent on any one customer, but also can not afford to lose 
anyone for no reason.  
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2.5.5 The bargaining power of suppliers 
Bargaining power of suppliers in the industry is relatively small, and whether it relates 
to office equipment, furniture or toys, books, electronics, medical coaches, massage oils 
and emulsions. There are many vendors and a common practice which is usual at the 
moment is the processing of multiple quotes from different suppliers and accepting the one 
which meet our requirements and budget the most.  
Bargaining power of suppliers is minimal.  
2.6 SWOT analysis  
2.6.1 Strengths 
· Complex range of services – all services need are at the one place. 
· High level of expertise and experience from aboard. 
· Individual approach to customers – due to individual therapy (one patient at the 
onetime) a therapist will be able to pay whole attention to the individual needs of 
customers. 
· Group therapy – some patients cannot attend the therapy alone due to several 
personal reasons which are connected to psyche. For those customers there is 
possibility of having group therapy regarding speech therapy, physiotherapy and 
psychotherapy.  
· Pleasant environment and newly renovated interior – also whole centre will be 
equip by the new furniture, special aids and needed equipment. 
· Excellent accessibility – the centre will be situated in the city center of Brno which 
is easily accessible by public transport (trams, busses, trolleybus), as well as by car. 
Also in front of the centre there are public place to park a car.  
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· Therapeutic recreational events – these events are held in the cottage situated in the 
nice nature in Silesia. Events are weekend events during the school year and one 
week events during the summer holidays. There is no competitor who offers such a 
service.  
· Own financial resources, low indebtedness.  
· Motivated and expertly balanced team. 
· Friendly atmosphere between employees.  
· Low costs for rent. 
2.6.2 Weaknesses 
· No agreements of Health Insurance Company. 
· Entrants of the new company without any tradition and experience.  
· Quite high initial investment due to reconstruction. 
· Considerable demands on employee qualification – physiotherapy/psychology 
education, needed exams and documentation, experience, positive approach to 
work and children, clear criminal record. 
· Lack of awareness of potential customers. 
· Inexperience in the business field in comparison with the existing competition state 
and private therapeutic centers in Brno. 
2.6.3 Opportunities 
· Growing demand for health.  
· Relatively large gap in the market regarding providing complex range of services.  
· Limited capacity in other private and state therapeutic centers. 
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· Growing willingness to pay for health care. 
· No waiting time for customers who have ordered themselves. 
· Curiosity of potential customers. 
· Possible cooperation with students – with students from “FAVU” possible 
cooperation on creation new speech therapy materials (book, brochures, pictures) 
and with students from “FIT” on the field of speech recognition. 
· Future expansion of services – short-term babysitting in the range of hours.  
2.6.4 Threats 
· No establishment of contracts with health insurance companies. 
· Changes in legislation. 
· New competitors – may distract potential customers. 
· Insufficient demand. 
· Financial crisis of potential customers. 
· Already quite big amount of existing competition (in the field of speech therapy) in 
Brno.  
· Distrust of potential customers – due to no history and tradition of center. 
· Poor access to foreign capital – restricted offer of bank products to potential 
entrepreneurs without any past (closed tax years). 
· Decline in birth rates in the upcoming years – a demographic factor affecting 
number of children.  
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3 PROPOSALS AND CONTRIBUTION OF SUGGESTED 
SOLUTION  
3.1 Summary overview 
Company name:   Terapeutické centrum SOVA  
Place of business:   center of Brno, next to park Lužánky   
Web pages:   www.tcsova.cz 
Contact e-mail:   info@tcsova.cz 
Contact phone:   +420 737 985 498  
Business objectives: Offering speech therapy, physiotherapy, psychotherapy. 
    Organizing therapeutic recreational events.  
    Providing sing language course for non-deaf people.  
Form of business:   Legal person 
Start of business:   October 2012 
Entrepreneur:  Hana Bortlova  
Accounting method:  Accountancy (Double-entry bookkeeping) 
Share capital:   234 000 CZK  
Vision:  Provision of services which improve the quality of life for 
people disadvantaged by speech-impaired, and help them to 
integrate themselves back into society.  
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3.1.1 Presentation of business plan  
The purpose of the business plan is to establish a therapeutic center win the field of 
speech therapy and correction. The main services which will be provided will be speech 
therapy, psychological care and physiotherapy. There will be also secondary services 
provided such as therapeutic recreational events and courses of sing language for non-deaf 
people. For the future is also considered a sale of speech therapy aids and aids for gross 
and fine motor skills development and short-term babysitting in the range of hours.  
3.1.2 Specific objectives of the project can be considered as: 
· Creation of complex range of services (also services of medical scale) to help 
people who have any problems related speech field 
· Creation of opportunities for cooperation with students (fulfillment of compulsory 
school practice and opportunity of writing a thesis) 
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3.2 Description of the business  
3.2.1 Our services  
Offered services in the therapeutic centre SOVA will be similar to existing private or 
state centre with the same focus.  
To our customers we provide the following services: 
· Diagnosis of impaired communication ability  
· Speech therapy  
· Physiotherapy 
· Psychotherapy 
· Therapeutic recreational events 
· Courses of sing language  
3.2.2 Location of the center 
The therapeutic centre SOVA will have own operations near by the city centre of Brno. 
Centre will rent the fully reconstructed flat 4 + 1, with an area of 220 m2 in the first floor 
of an old apartment building. Across the street there is a huge park Lužánky equipped with 
few playgrounds. Opposite of center there are public parking spaces.  
The location of cottage used for therapeutic recreational events is in the Silesia, in the 
recreational area Vítkov-Podhradí. The cottage is with its establishment like a family house 
5 + 1, with an area of 170 m2 and is adapted to an organizing such events like therapeutic 
recreational events for children. Next to cottage there is a big garden with sandpit and the 
Moravice River flows around the cottage.  
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3.2.3 Capacity of centre  
In the centre are working three specialists and each of them can examine one patient at 
one time. Meaning that the capacity of Therapeutic centre SOVA is 3 patient at onetime at 
3 different specialists. However, if there are organized group therapies the capacity is 
maximum 10 people per group held by one specialist.  
Capacity for courses of sign language is maximum 16 people per one language course. 
Capacity of cottage for therapeutic recreational events is maximum 15 children plus 
speech therapist, physiotherapist, psychologist and maximum 3 pedagogic staff.  
3.2.4 Opening hours 
Opening hours of centre will be various from 7:00 to 22:00 depending on day.  
However, working hours of each specialist are as following: 
Tab. 2: Opening hours  
 
Physiotherapist, Psychologist Speech therapist Sign languages 
MO 7:00  -  11:00 12:00 - 15:00 11:00 - 17:00 17:30 - 19:00 
TU 12:00 - 16:00 16:30 - 20:30 11:00 - 18:30 19:00 - 20:30 
WE 8:00 - 12:00 13:00 - 17:00 11:00 - 16:30 17:00 - 18:30 
TH 8:00 - 13:00 14:00 - 19:00 11:00 - 17:00 17:30 - 19:00 
FR 7:00 - 12:00 
 
7:00 - 12:00 
 
 
The opening hours are adapted to meet the requirements of working parents who have 
to accompany their children to specialist and also to working or studying adults who need 
the services provided by the centre.  
The reason why center closes at 12:00 on Friday is that it is taking into account that 
usually will be organized therapeutic recreational events and all specialists will have to 
transport themselves to Silesia.  
From Monday to Thursday are offered courses of sign language mainly for university 
students that is the reason why are the courses during the late evening.  
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3.2.5 Price  
Due to range scale of offered services all needed information regarding price for each 
offered service is described and explained in the chapter 3.4.2 Price. 
3.2.6 Catering  
In the therapeutic centre SOVA there is no need of having own cook. Patients are not 
going to be hospitalized in the centre and employees will go for a lunch to one of the 
nearby restaurants.  It is also possible to prepare some dish in the small kitchen.  
During the therapeutic recreational events the meals are going to be bought from local 
put which offers catering.  There are going to be 5 meals per day including 2 hot dishes 
(lunch and dinner). 
3.2.7 Staff of therapeutic center 
The work of speech therapist, physiotherapeutic and psychologist is going to be done by 
3 qualified specialists who have also experience from abroad.  
The operation and representation of center externally will be done by owner. Owner 
also figures as a speech therapist and a teacher of sign language. 
Accounting will be done externally as well as the cleaning service including laundry.  
3.2.8 Objectives 
Objectives of the therapeutic center are as follows:  
· Obtaining and retaining quality and loyal employees,  
· provide quality services, 
· promote the good image of the company and thus create a board base of potential 
customers, 
· satisfaction of customers (mainly children and  their parents),  
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· obtaining a positive operating cash flow, 
· gain a solid image and position among centers which offers the same services. 
3.3 Organizational plan 
3.3.1 Organizational structure 
The company will consist of one owner who will stand at the top, and who will act as an 
agent – meaning represent the company and to act on its behalf.  
The organizational structure is very simple. The structure is linear which means that all 
employees report to the owner of a company.   
3.3.2 Labor relations 
Employees of the therapeutic center will have signed a contract for the first time with a 
probationary period of three months. If they will carry out the work without reservation, 
then the contract will be extended for an indefinite period.  
The employer is obliged to pay the social and health insurance for his employees. Each 
employee has the opportunity to sign “Statement the taxpayer’s tax”. 
Each specialist will work less than 40 hours per week. The reason why is that specialists 
will have to additionally work 10 weekends per year during the therapeutic recreational 
events.  
During these events there will be also teacher staff needed. This teacher staff will be 
student or students of Pedagogic faculty who must fulfill the compulsory practice at 
school. Their compulsory practice should be unpaid.   
All contract of employment will be made in writing form and will include information 
regarding determination of wages, place of employment, working hours, vacations, 
probation and also the rights and obligations of employer and employees.  
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3.3.3 Working hours  
Working hours for physiotherapist and psychologist are totally the same. Every day they 
start and finish their work at the same time. In total per week they work 38 hours. The 
reason why just 38 hours is that additionally they will have to work 10 weekends per year 
during the therapeutic recreational events.  
Working hours of speech therapist are a bit different then from her colleagues. Speech 
therapist will work 31 hours per week as a speech therapist plus 12 hours per week as a 
lecturer of a sign language. Speech therapist is also an owner (and also an agent) of the 
company so the expectation is that she will work additional hours. Also she will have to 
work 10 weekends per year during the therapeutic recreational events as her colleagues 
will do the same.  
3.3.4 Wage 
Monthly gross salary of physiotherapeutist and psychologist is set at 22,000 CZK. 
Monthly gross salary of speech therapist, who is also owner and teacher of sign 
language, is 20,000 CZK.  
The requirements for specialists (physiotherapist and psychologist) are following: 
· Education in required specialization,  
· exams, certificates and documentation needed for operating activities without 
supervisor 
· good relationship with the children,  
· willingness to learn and to learn new things,  
· reliability, integrity, responsibility, creativity.  
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3.4 Marketing plan  
The basic element of the marketing mix includes product, price, place and promotion.  
3.4.1 Product  
The considered speech therapy clinic will offer services similar to existing speech 
therapy clinics or centers. Offered services will be speech therapy, psychology or 
psychotherapy, physiotherapy, therapeutic recreational events and courses of sing language 
for non-deaf people.  
For the future is considered the expansion the offered services for short-term babysitting 
in the range of hours and selling the aid needed for speech and physiotherapy.  
Regarding offering services in Brno, the services will be based on the needs, whishes 
and requirements of the customers/patients.  
Regarding offering services during the therapeutic recreational events, the services will 
be different but also targeted to customers’ needs, wishes and requirements.  
Courses of sing language will consist of 2 semesters – winter and summer. Winter 
semester starts with first lesson in October and last in January (together 15 lessons with 4 
teaching hours each). Summer semester starts in February and ends in May. Together it 
counts 16 lessons but only 15 of them are teaching. The 16th lesson is just for exam.  
There are different stages of level offered for sign language courses – beginners, pre-
intermediate, intermediate and conversation. Every day (except Friday) is offered different 
level.  
The center will be open every day, however the opening hours differ. For exact info 
about opening hours, please see chapter 3.2.4 Opening hours.  
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3.4.2 Price 
The price of fees for providing speech, psycho and physiotherapy will be based on the 
comparison with competition but also will be determined by the preliminary calculation. In 
the price will be also considered future profit, as it is a goal of every business.  
The price of therapeutic recreational events will be based on the costs regarding the 
events themselves (e.g. rent, energy food for children and specialists, wage of specialists, 
transportation, office supplies, and others) and on the comparison with competition 
offering similar events. Also will be considered future profit.  
Tab. 3: Preliminary costs calculation 
Preliminary calculation Monthly 
Wages 85 760 
Other direct costs 10 000 
Marketing margins  5 000 
Administrative expenses 23 467 
Rent 1 000 
Energy  6 000 
Services (mobile, internet) 3 600 
Accounting 5 000 
Cleaning service + laundry 5 000 
Insurance (in total) 2 867 
Total costs  124 227 
 
Direct wages include salaries of three specialists who are employed as full-time 
employees (one of them is also an owner and agent of the company). Other direct costs 
include family loan payments. The loan is expected 500 000 CZK with an estimate 
monthly payment of 10 000 CZK. The loan will be used for reconstruction of the center 
and buying necessary equipment for each ordination in the center (clinic).  
Administrative expenses include rent, payments for energy and other services such as 
phone and internet connection charges, external accounting and cleaning service including 
laundry and needed insurance. Marketing margins includes expected cost of advertising.  
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Own expected cost is 124 227 CZK per month. These costs do not include profit.  
Tab. 4 Prices of procedures 
Name of procedure  Duration  Price (CZK) 
Speech therapy  
Initial examination and diagnosis 50 min  400 
Examination for applicants for universities 25 min 300 
Individual session  25 min 250 
Individual session  50 min  400 
  
Physiotherapy  
Initial examination and diagnosis 50 min 500 
Targeted examination of specific physiological 
problem 25 min 250 
Targeted examination of specific physiological 
problem 50 min  400 
Follow-up examination 25 min  250 
Follow-up examination 50 min  400 
Reeducation of movements patterns 25 min 350 
Reeducation of movements patterns 50 min  600 
Classical massage 25 min  350 
Classical massage 50 min  500 
  
Psychotherapy 
Initial examination and diagnosis 50 min 500 
Individual psychotherapeutic session 25 min 300 
Individual psychotherapeutic session 50 min 500 
Psychotherapeutic first aid  50 min 600 
Group psychotherapeutic session (5 - 10 people) 90 min 500 
 
The price of therapeutic recreational weekend event is 2 500 CZK per child, price of 
therapeutic recreational week event is 8 000 CZK per child. The price of courses of sign 
language is 2 500 CZK per semester. The price for sign language courses is based on 
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comparation with competition. (25, 32) Each semester has 15 teaching lessons per 4 
teaching hours meaning that each lesson lasts 3 hours (180 minutes).  
The prices of procedures provided in Brno are shown in the preliminary table. 
Information regarding income are mentioned in the chapter 3.5.5 Estimated monthly 
income and in Appendixes.  
3.4.3 Place  
The therapeutic center SOVA will be located in Brno. Center will rent fully 
reconstructed flat 4 + 1, with an area of 220 m2 in the first floor of an old apartment 
building. The flat is property of family of mine therefore the rent is really low, 1 000 CZK 
per month. If the center will generate sufficient profit, then the rent will be higher. It is 
important to mentioned that all calculations in this work count with the rent 1 000 CZK.  
Across the street there is a huge park Lužánky equipped with few playgrounds. 
Opposite of center there are public parking spaces. 
The location of cottage used for therapeutic recreational events is in Silesia, in 
recreational area Vítkov-Podhradí. The cottage is with its establishment like a family house 
5 + 1, with an area of 170 m2. It is important to mentioned that in the cottage will be not 
cooked any meal because all meals will be prepared by local pub which offers catering. 
Next to cottage there is a big garden with sandpit and the Moravice River flows around the 
cottage. The rent for the cottage is 1 000 CZK per therapeutic recreational weekend and 
3 000 CZK per therapeutic recreational week. The cottage is also family property, 
therefore the rent is again low.  
The pictures of location of the cottage and also the way from Brno to Vítkov-Podhradí 
can be seen in Appendices.  
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3.4.4 Promotion 
Since the center will be new and establish its business activities, it is important to chose 
appropriate way how to inform the public about its formation and services and at the same 
time not to underestimate any promotion.  
Logo of company 
As a logo of the company was chosen owl due to vary reasons. The main field of 
provided services should be speech therapy. The founder and creator of the Czechoslovak 
speech therapy (theory and also practice) was Prof. MUDr. PhDr. Miloš Sovák, DrSc. 
The owl can be associtated with his surname. The other reason is that owl represent 
wisdom and education. The center will also provide the courses of sign language.  
The center will offer services from 5 categories: Speech therapy, physiotherapy, 
psychology, courses of sing language and therapeutic recreational events. Each category 
will be given owl in specified color.  
Fig. 1: Logos of each section (in Appendix) 
The logo of whole center will be still the sme owl made from all colorful owls. It will 
represents the complexity of offered services.   
Fig. 2: Logo of company (in Appendix) 
Company website 
Nowadays, it is necessity of every business entity to present own business on the 
internet.  
Consequently also therapeutic center will have own web site where will inform the 
public about offered services, fees, contact information, opening hours and more. It is 
important to mention that on the web site will be also ordering form through which can 
people subscribe themselves to each specialist. Website will also contain photos in photo 
gallery so customers could see the environment that they will possibly attend. Gallery will 
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also include photos from therapeutic recreational events so parents could see the 
environment where they are going to send their child.  
The presentation of the center on the internet should start a bit before the very opening. 
The proposal is to start at least two months before opening. If the center will start operating 
in September 2013, the internet campaign should start at least in June 2013.  
The costs of building web sites are estimated at from 8 000 CZK to 20 000 CZK 
depending on their size, complexity and additional offered service. It is also necessary to 
think about regular maintenance and updates to the site, the price for such a service is 
around 1 000 CZK per month.  
Appearance of the web pages will be adapted to business as well as logo will be adapted 
to targeted customers.  
Tab. 5: Overview of the construction and maintenance of website 
Overview of the construction and maintenance of website 
Website package 11 500 
Month cost of maintaining and updating  1 100 
Annual cost of the domain 150 
 
Website package includes: 
· creating on graphic design (logo and color requirements will be provided), 
· creation of a website according design which will be approved, 
· possibility of language versions, 
· simple contact form, 
· simple ordering form, 
· photo gallery, 
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· Content Management System (CMS) – the company can modify the webpages 
itself, 
· basic search engine optimization – visitors can find contact for center easily, 
· practical guide for managing the pages.  
Annual costs of operation of the website will be 13 350 CZK. This amount does not 
include the cost of the initial creation of web pages which is 11 500 CZK.  
Registration in catalogue of companies 
Nowadays, many people who need to find a provider of any kind of service or product, 
are looking for initial contact on the web firmy.cz. It is an online catalog of companies that 
are classified by categories and locations where they operate in. Every registered company 
briefly describes its activities and also provide contact information. Therapeutic center 
consider such type of advertising. The registration for this portal is for free.  
Distributing leaflets 
The effective way of self propagation is distributions of leaflets. The distribution will be 
done in kindergartens (private and state), nursery and family centers, waiting rooms of 
pediatricians and basic schools.  
All mentioned distribution can be done after an agreement with the operators of these 
centers and institutions. On the leaflet will be necessary information about offered services, 
price, location and contact information. In case of distribution of leaflets there is a need to 
print them. The leaflet will be A5 format and will be printed on colorful paper.   
Following costs and calculations will be based on information provided by literabrno.cz. 
Cost of printing A5 format on colorful paper is 1,5 CZK per leaflet. For the printing was 
established budget of 3 700 CZK which means that center will order 2 467 leaflets in A5 
format.  
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Creating an account on the social network 
At present, it is very effective to present your company on the social network. For such 
kind of presentation in the Czech Republic is appropriate facebook.com. Registration of an 
account is for free.  
Tab. 6: Overview of the cost of the advertising campaign 
Overview of the cost of the advertising campaign 
Website package 11 500 
Annual operating costs 13 350 
Registration in catalogue of companies for free 
Printing and distribution of leaflets 3 700 
Creation of an account on the social network  for free 
Total  28 550 
 
3.5 Financial plan  
3.5.1 Initial input to the company 
The owner of the company placed as an initial deposit to her own company her laptop 
worth 15 000 CZK, multifunction device (printer, copier, scanner) worth 5 000 CZK, CD 
player in the value of 1 000 CZK, DVD player worth 1 500 CZK and LCD television in the 
value of 8 000 CZK. In addition, the owner of the company puts cash contribution in the 
amount of 200 000 CZK, which represents the capital.  
The total share capital is 234 000 CZK.  
Since the value of non-monetary deposits is under 40 000 CZK, we can suggest a “one-
time write-off” of small assets (accounting to account 501 – Usage of material).  
3.5.2 Initial costs  
The initial expenditures will be mainly the cost of obtaining the trade license and the 
establishing of a limited liability company, marketing campaign, as well as the necessary 
equipment of centre as a whole and also each ordination. Other initial expenditures will be 
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the cost of small reconstruction of flat (each ordination has to have a sink) and toilets 
(there is a need to have two separate toilets – one for men and one for women).  
The list of all items of expenditures is shown in the following initial table. The prices 
are determined on the basis of quotations of IKEA store and other unnamed companies. 
Individual items of the property will be depreciated according to law.  
Tab. 7: Initial expenditure overview 
Item Total 
Establishment costs 13 290,003 
Advertising campaign 28 550,00 
Reconstruction work  180 000,00 
Repainting  25 000,00 
Children's furniture  9 500,00 
Staff facilities 9 700,00 
Speech therapy aid  10 500,00 
Physiotherapy utilities  15 800,00 
Psychological utilities  10 500,00 
Dish 3 000,00 
PCs 30 000,00 
Couches  19 000,00 
Medical couches  21 000,00 
Sink 3 660,00 
Furniture 27 000,00 
Sub total 406 500,00 
Financial reserve 10 % 40 650,00 
Total 447 150,00 
 
3.5.3 Operating and labor costs  
Among the operating cost of the company are included rent, electricity, telephone 
charges for 3 phones (speech therapist, psychologist and physiotherapist) and internet 
connection. There are also included the costs of marketing promotion and needed 
                                                 
3 Náklady na založení společnosti. Available: <http://www.e-sro.cz/naklady-zalozeni-spolecnosti.htm> 
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insurances (insurance for medical center, entrepreneur, speech therapist, physiotherapist 
and psychologist). 
The following chart lists the various items of operating costs of the value which was 
determined based on the expert estimate.  
Tab. 8: Operating costs overview 
Item Monthly Yearly 
Rent 1 000 12 000,00 
Energy 6 000 72 000,00 
Phone charges for 3 phones 3 000 36 000,00 
Charges for internet access 600 7 200,00 
Marketing and promotion 1 800 21 600,00 
Accounting 5 000 60 000,00 
Cleaning service + laundry 5 000 60 000,00 
Insurance (total) 2 867 34 409,88 
Insurance for medical center 1 500 18 000,00 
Insurance for entrepreneur 1 200 14 400,00 
Insurance for speech therapist 56 670,00 
Insurance for physiotherapist 56 670,00 
Insurance for psychologist  56 670,00 
Total (in CZK) 25 267 303 209,88 
 
The payroll costs of the company include the salaries of three specialists who are speech 
therapist (who is at the same time also the owner and an agent of the company and a 
teacher of sign language), physiotherapist and psychologist.  
Gross salary of physiotherapist and psychologist is 22 000 CZK. The gross salary of the 
owner (speech therapist and sign language teacher) is 20 000 CZK.  
The accounting and cleaning service with laundry is made externally, therefore the costs 
for this service is not included in the payroll costs. However, the cost for each external 
service is 5 000 CZK per month.  
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The following tables show the calculation of labor cost per physiotherapist, 
psychologist and speech therapist. (20) 
Tab. 9 Calculation of labor cost per physiotherapist and psychologist 
Calculation of employee wage costs for employer (physiotherapist, 
psychologist)  
Gross salary                            22,000 Employee Employer 
Health insurance (4.5 % / 9 %) 990,00 1 980,00 
Sickness insurance (0 % / 2.3 %) 0,00 506,00 
Pension insurance (6.5 % / 21.5 %) 1 430,00 4 730,00 
State employment policy (0 %/ 1.2 %) 0,00 264,00 
Social insurance (6.5 % / 25 %) 1 430,00 5 500,00 
Total charges (11 % / 34 %) 2 420,00 7 480,00 
Discount on the taxpayer's 2 070,00   
Partial month base rate 29 500,00   
Advance tax 2 355,00   
Net wage  17 225,00   
Employer payroll costs per employee     29,480 CZK 
    Tab. 10: Calculation of labor cost per speech therapist 
Calculation of employee wage costs for employer (speech therapist) 
Gross salary                            20,000 Employee Employer 
Health insurance (4.5 % / 9 %) 900,00 1 800,00 
Sickness insurance (0 % / 2.3 %) 0,00 460,00 
Pension insurance (6.5 % / 21.5 %) 1 300,00 4 300,00 
State employment policy (0 %/ 1.2 %) 0,00 240,00 
Social insurance (6.5 % / 25 %) 1 300,00 5 000,00 
Total charges (11 % / 34 %) 2 200,00 6 800,00 
Discount on the taxpayer's 2 070,00   
Partial month base rate 26 800,00   
Advance tax 1 950,00   
Net wage  15 850,00   
Employer payroll costs per employee     26,800 CZK 
 
The sum of the employer’s wage costs per employees: (2 * 29 480) + 26 800 = 85 760 
CZK per month. The sum of wage costs per year is 1 029 120 CZK.  
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3.5.4 Founding budget 
The required amount of loan is determined by comparing the own sources of capital 
with the capital needed to start a business. It was found that the capital necessary for 
starting the company with the financial reserve of 10 % is 860 000 CZK.  
After deducting all non-cash and cast initial deposits, the company will need another 
source of funding in the amount of 626 000 CZK.  
Tab. 11: Capital budget for the first quarter  
Capital budget for the first quarter  
Initial expenses 447 150,00 
Operating expenses 75 801,00 
Wages and salaries 257 280,00 
Total capital requirements 780 231,00 
Financial reserve 79 769,00 
The need for initial capital  860 000,00 
 
Tab. 12: Sources of Capital 
Sources of capital  
Shareholder's equity 234 000,00 
Loan 626 000,00 
Total sources of capital 860 000,00 
 
  
According to this rule and calculation, the entrepreneur should ask for a business loan in 
the amount of 626 000 CZK. On the other hand it is assumed that the bank account of the 
therapeutic center will accrue payments for sign language courses and therapeutic-
recreational events always before the 5th day of the month. The payments for the sign 
language courses will be done for the winter semester in September and for summer 
semester in January.  
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Therefore therapeutic center ask for the lower loan of 500 000 CZK. If this loan will fail 
to fulfill the needs and provide the sufficient needs of center, the center will ask for a new 
loan.  
The owner does not want to ask for the bank loan due to risk for her business and 
because the situation with customers is uncertain. The owner will get the interests-free loan 
provided by family members. The agreement between owner and providers of the loan is 
as following: 
The owner will start her business in September 2013 and till the end of the year 2013 
she will not pay any payment to providers. Starting January 2014 she will pay the month 
payment in amount of 10 000 CZK per month. The payments will be 100 000 CZK per 
year meaning that in 5 years the owner  of the business will pay back whole loan to her 
family members in case the business will make some profit. If the profit of the business 
will be lower than then amount of money needed for its operating, then the owner will stop 
paying the payments and will continue again when the business will generate sufficient 
profit.  
3.5.5 Estimated monthly income 
The therapeutic centre will have more sources of income. Among the main sources are 
the fees for therapies (speech therapy, physiotherapeutic therapy and psychotherapy) made 
in the center, fees for the weekend therapeutic-recreational events which are held once per 
month (10 times per year), fees for the week therapeutic-recreational events held twice per 
year (one week in July and one week in August), fees for sign language courses which are 
held during the year from October till May (31 times per year).  
The center will operates during the whole year but in July and August will operates just 
one week per month due to vacations and week therapeutic-recreational events held out of 
Brno.  
On the following tables can be seen the incomes of the therapeutic centre. There can be 
seen realistic and also pessimistic variant. The amount of customers was done by expert 
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estimate from the information provided by statistical office (information about customers 
of speech therapists). The amount of customers for physiotherapist and psychologist was 
derived from the information about customers of speech therapist (the statistical office 
cites that in the case of having the specialists in the same center the amount of customers is 
usually similar).  
The price of each procedure is different therefore for the following calculations were 
taken the prices from lower scale of price list (procedure for 25 minutes).  
The statistical information regarding patients/customers of speech therapist says that 
speech therapist in Brno-city has 13 customers per day. Due to several reasons, such as 
being a new business, being private business (a need to pay for procedures), I made an 
estimation that the realistic version includes 10 customers (who will take almost the 
cheapest procedure) per day per specialist and pessimistic version includes 5 customers per 
day per specialist (also in this case the patient will take the cheapest procedure).  
As an example is also counted the situation with full occupancy which is for speech 
therapy 12 customers and for psychotherapy and physiotherapy it counts 15 customers per 
day.  
Tab. 13: The overview of speech therapy income 
    Speech therapy  Daily  Weekly Monthly 
Pess. 40% 5 people * 250 CZK (25 min) per day 1 250,00 6 250,00 25 000,00 
Real. 81% 10 people * 250 CZK (25 min) per day  2 500,00 12 500,00 50 000,00 
Opt.  100% 12 people * 250 CZK (25 min) per day 3 000,00 15 000,00 60 000,00 
 
Tab. 14: The overview of psychotherapy income 
Psychotherapy Daily  Weekly Monthly 
Pess. 33% 5 ppl * 300 CZK (25 min) per day  1 500,00 7 500,00 30 000,00 
Real. 66% 10 ppl * 300 CZK (25 min) per day  3 000,00 15 000,00 60 000,00 
Opt.  100% 15 ppl * 300 CZK (25 min) per day  4 500,00 22 500,00 90 000,00 
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Tab. 15: The overview of psychotherapy income  
Physiotherapy Daily  Weekly Monthly 
Pess. 33% 5 ppl * 350 CZK (25 min) per day 1 750,00 8 750,00 35 000,00 
Real. 66% 10 ppl * 350 CZK (25 min) per day  3 500,00 17 500,00 70 000,00 
Opt.  100% 15 ppl * 350 CZK (25 min) per day  5 250,00 26 250,00 105 000,00 
 
Estimated incomes regarding sing language courses, therapeutic recreational weekends 
and weeks are shown in the charts listed in Appendixes.  
3.5.6 Estimated monthly expenses 
Monthly expenses include rent payments, personal and payroll costs, payments for 
energy (electricity, water, heating), also charges for three mobile phones and internet 
connection, insurance, cost of the maintenance and managing of the company website and 
costs for external accounting and cleaning services including laundry.  
The loan payments will start from January 2014 as was also mentioned above.  
Tab. 16: Overview of month expenses (September 2013 – December 2013) 
Overview of month expenses 
Wages and salaries 85 760 
Rent 1 000 
Energy 6 000 
Phone charges for 3 phones 3 000 
Charges for internet access 600 
Marketing and promotion 1 800 
Accounting 5 000 
Cleaning service + laundry 5 000 
Insurance (total) 2 867 
Total 111 027 
 
 
 
76 
 
Tab. 17: Overview of month expenses (from January 2014) 
Overview of month expenses 
Wages and salaries 85 760 
Rent 1 000 
Energy 6 000 
Phone charges for 3 phones 3 000 
Charges for internet access 600 
Marketing and promotion 1 800 
Accounting 5 000 
Cleaning service + laundry 5 000 
Loan payments  10 000 
Insurance (total) 2 867 
Total 121 027 
 
3.5.7 Break-even point analysis 
Break-even point (BEP) analysis helps to reveal how many patient/customers in the 
therapeutic centre will cover the costs and will generate profit. Total month expenses are 
121 027 CZK. During period of time from September 2013 till December 2013 the total 
month expenses are 111 027 CZK but it will not be taken into consideration during the 
BEP analysis because the influence of 10 000 CZK is minimal and the difference in 
number of clients/patients/customers will not the relevant (because it will be just in 
decimal place). 
Most of these items costs are considered as fixed costs, because they will not vary 
depending on the number of children admitted.  
For the calculation was taken the price of lower price range procedures (taking 25 
minutes) for each specialist. The cost for each customer is 10 CZK for speech therapist and 
psychologist and 50 CZK for physiotherapist. The difference in cost is that speech 
therapist and psychologist need only some office suppliers and very low cost aids (e.g. 
speech therapist needs a wooden stick) while physiotherapist will use oil, emulsion and 
other equipment counting also the linen laundry). 
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Calculation:  
P * Q = FN + vn * Q  
Where P is price, Q is quantity, FN states for fixed costs and vn represents variable 
costs. 
FN is 121 027 CZK but we have to divide it by 3 due to 3 specialists. FN for each 
specialist is 40 342 CZK.  
Break-even point analysis for speech therapist 
P * Q = FN + vn * Q  
250 Q = 40 342 + 10 Q 
       Q = 168 
Speech therapist will start generate profit with 168 customers per month which is 8 
customers per day.  
As an example is also counted the income from 8 customers per day who took the basic 
procedure (25 minutes for 250 CZK). The occupancy of therapist with 8 customers per day 
is 53 %.  
  Speech therapy Daily Weekly Monthly 
53% 8 people * 250 CZK (25 min) per day 2 000 10 000 40 000 
 
Break-even point analysis for physiotherapist 
P * Q = FN + vn * Q  
350 Q = 40 342 + 50 Q 
       Q = 123 
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Physiotherapist will start generate profit with 123 customers per month which is 7 
customers per day.  
As an example is also counted the income from 7 customers per day who took the basic 
procedure (25 minutes for 350 CZK). The occupancy of therapist with 7 customers per day 
is 56 %.  
  Physiotherapy Daily  Weekly Monthly 
56% 7 people * 350 CZK (25 min) per day 2 450 12 250 49 000 
 
Break-even point analysis for psychologist 
P * Q = FN + vn * Q  
300 Q = 40 342 + 10 Q 
       Q = 139 
Psychologist will start generate profit with 139 customers per month which is 7 
customers per day.  
As an example is also counted the income from 7 customers per day who took the basic 
procedure (25 minutes for 300 CZK). The occupancy of therapist with 7 customers per day 
is 56 %.  
  Psychotherapy Daily  Weekly Monthly 
56% 7 people * 300 CZK (25 min) per day 2 100 10 500 42 000 
3.5.8 Depreciation of assets 
To determine the tax depreciation is mandatory the value of the acquired assets and the 
period of its use. Value of the tangible fixed assets must be higher than 40 000 CZK and 
the value of intangible assets higher than 60 000 CZK. The property which has a lower 
cost, is included in the group of tangible assets. The tax depreciation of these assets will be 
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equal to its accounting depreciation. The usage time of long-term asset has to be longer 
than one year.  
In the company there is no long-term tangible assets registered. In the following chart 
there are items from two different depreciation groups. All listed items except computers 
are from group 2. The assets allocated to that category (group 2) have the length of 
depreciation 5 years.   Mentioned computers are from depreciation group 1. In category 1 
(group 1) is the length of depreciation 3 years.  All listed items of property constitute small 
tangible assets.  
The company has chose the linear depreciation method. Depreciation of property in 
each year is shown in the following table. Depreciation is consistent with the tax 
depreciation.  
Tab. 18: Depreciation of property  
 Initial cost 1. year 2. year 3. year 4. year 5. year 
Children's 
furniture 
9 500,00 1 045,00 2 114,00 2 114,00 2 114,00 2 114,00 
Staff facilities 9 700,00 1 067,00 2 159,00 2 159,00 2 159,00 2 159,00 
Speech 
therapy aid 
10 500,00 1 155,00 2 337,00 2 337,00 2 337,00 2 337,00 
Physiotherapy 
utilities 
15 800,00 1 738,00 3 516,00 3 516,00 3 516,00 3 516,00 
Psychological 
utilities 
10 500,00 1 155,00 2 337,00 2 337,00 2 337,00 2 337,00 
Dish 3 000,00 330,00 668,00 668,00 668,00 668,00 
PCs 30 000,00 6 000,00 12 000,00 12 000,00 - - 
Couches 19 000,00 2 090,00 4 228,00 4 228,00 4 228,00 4 228,00 
Medical 
couches 
21 000,00 2 310,00 4 673,00 4 673,00 4 673,00 4 673,00 
Sink 3 660,00 402,60 815,00 815,00 815,00 815,00 
Furniture 27 000,00 2 970,00 6 008,00 6 008,00 6 008,00 6 008,00 
Total in years 20 264,00 40 857,00 40 858,00 28 859,00 28 860,00 
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3.5.9 The opening balance sheet 
The following chart shows the operating balance sheet. There are listed establishment 
costs (fees to obtain business licenses and to establish Limited Liability Company and also 
owner’s non-cash contribution.  
There are no long-term tangible assets. Into small tangible property is counted 
children’s furniture, staff facilities, speech therapy aid, physiotherapy aid, psychotherapy 
aid, dish, computers, couches, medical couches, sinks and furniture.  
There are no inventories because there is no need of having them for such a business. 
The bank account is then transferred and partly drawn loan and monetary deposit of the 
owner. On the liabilities side is included capital investment consisting of the owner deposit 
and also family loan.  
Total assets equal the sum of total liabilities.  
Tab. 19: The opening balance sheet 
Assets Opening balance sheet Liabilities 
Fixed assets   Equity   
Establishment cost 47 290 Share capital 234 000 
Small property 159 660     
        
Current assets   Foreign sources   
Bank account 527050 Loan 500 000 
∑ 734 000 ∑ 734 000 
 
3.5.10 Expected balance sheet 
The following table presents summarized balance sheet for the first five years of 
business specifically from the year 2013 till the year 2017.  
The basic rule of balance sheet is equality meaning equality between the state of total 
assets and total liabilities.  
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From the balance sheet is a noticeable declined the value of tangible assets depending 
on the value of annual depreciation. Therefore the company balance sheet shows the 
amortized cost of the assets of the company.  
Tab. 20: Summarized balance sheet 
Summarized balance sheet 
 
2013 2014 2015 2016 2017 
TOTAL ASSETS 1 038 950 1 738 279 1 618 279 1 507 998 1 387 998 
Fixed assets 139 396 98 539 57 681 28 822 0 
DNM 0 0 0 0 0 
DHM 139 396 98 539 57 681 28 822 0 
DFM 0 0 0 0 0 
Current assets 899 554 1 639 740 1 560 598 1 479 176 1 387 998 
Stocks 0 0 0 0 0 
Long-term receivables 0 0 0 0 0 
Short-term receivables 0 0 0 0 0 
Short-term fin. assets 899 554 1 639 740 1 560 598 1 479 176 1 387 998 
Other assets 0 0 0 0 0 
      
TOTAL LIABILITIES 1 038 950 1 738 279 1 618 279 1 507 998 1 387 998 
Equity 453 190 1 272 519 1 272 519 1 282 238 1 282 238 
Share Capital 234 000 234 000 234 000 234 000 234 000 
Capital Funds 0 0 0 0 0 
Funds formed from profit 0 0 0 0 0 
VH of current period 219 190 1 038 519 1 038 519 1 048 238 1 048 238 
External resources 585 760 465 760 345 760 225 760 105 760 
Reserves 0 0 0 0 0 
Long-term liabilities 0 0 0 0 0 
Short-term liabilities 85 760 85 760 85 760 85 760 85 760 
Loan 500 000 380 000 260 000 140 000 20 000 
Other liabilities 0 0 0 0 0 
 
At the end of 2013 are already fully depreciated establishment costs and non-cash 
contribution of the owner that was reported to account 501 – Usage of material. 
Consequently the long-term intangible assets reach zero values. As well as long-term 
investments.  
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Current assets consist of short-term financial assets. Short-term financial property 
represents the account 211 – Cash and account 221 – Bank accounts.  
The company’s equity consists of share capital in the amount of 234 000 CZK and also 
the results in profit and loss for the current period, which reached in the first year of 
business the value of 219 191 CZK. The first year of business takes only four months, the 
company starts its business in September 2013. 
Liabilities of the company is comprised of short-term liabilities including December 
unpaid wages of employees and commitment to the state. Further, in the foreign sources of 
the company is also drawn a loan.  
The assets of the company equal in each year to liabilities of the company. 
3.5.11 Expected profit and loss  
Since the center intends to start its opening in September 2013, the first year takes only 
four calendar months. The following table presents a realistic option income and loss for 
the first five years of business (from 09/2013 – 12/2017). The profit and loss in pessimistic 
variant is moved to the Appendices of this work in order of having better clarity.  
Realistic option is made for fulfillment of 80 % which represents 200 customers per 
month, which means 10 customers per day for speech therapist. For physiotherapist and 
psychologist the fulfillment of realistic option is 66 % due to different frequency of 
customers’ flow. It counts 200 customers per month, with 10 customers per day. 
Pessimistic option counts with fulfillment for speech therapist of 40 %, stating for 100 
customers per month with 5 customers per day. Pessimistic option for physiotherapist and 
psychologist was again different; it was for 33 % which represents 100 customers per 
month (5 customers per day). 
It is also necessary to consider the “shortening operation” of center during the summer 
holidays (July and August) due to having vacations and therapeutic-recreational weeks out 
of Brno. During this period of time, there will be only one working week per month.  
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Profit and loss statement shows revenues, expenses and net profit for the financial 
period.  
Tab. 21: Profit and loss account in the simplified format – realistic option 
Profit and loss account in the simplified format – realistic option 
            
  2013 2014 2015 2016 2017 
Costs           
Material usage 47 290,00 0 0 0 0 
Reconstructions 180 000,00 0 0 0 0 
Wages 343 040,00 1 029 
120,00 
1 029 
120,00 
1 029 
120,00 
1 029 
120,00 
Rent 4 000,00 12 000,00 12 000,00 12 000,00 12 000,00 
Energy 24 000,00 72 000,00 72 000,00 72 000,00 72 000,00 
Mobile, internet 14 400,00 43 200,00 43 200,00 43 200,00 43 200,00 
Depreciation 20 264,00 40 857,00 40 857,00 28 859,00 28 860,00 
Loan payments  0 100 000,00 100 000,00 100 000,00 100 000,00 
Maintenance BA 200,00 600,00 600,00 600,00 600,00 
Propagation 7 200,00 21 600,00 21 600,00 21 600,00 21 600,00 
Other costs 40 000,00 120 000,00 120 000,00 120 000,00 120 000,00 
Total costs  680 394,00 1 439 
377,00 
1 439 
377,00 
1 427 
379,00 
1 427 
380,00 
            
Revenues           
Income  951 000,00 2 721 
500,00 
2 721 
500,00 
2 721 
500,00 
2 721 
500,00 
Total Revenues 951 000,00 2 721 
500,00 
2 721 
500,00 
2 721 
500,00 
2 721 
500,00 
Profit before tax. 270 606,00 1 282 
123,00 
1 282 
123,00 
1 294 
121,00 
1 294 
120,00 
Income tax (19%) 51 415,14 243 603,37 243 603,37 245 882,99 245 882,80 
Net Profit   219 190,86 1 038 
519,63 
1 038 
519,63 
1 048 
238,01 
1 048 
237,20 
 
Item Usage of material captures depreciation of establishment expenses and non-
monetary contribution of owner. Item Repair represents the reconstruction of the center. 
Payroll expenses include salaries of specialists and also contributions to social security and 
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health insurance. There are also included rental payments, payments for accounting and 
cleaning services including laundry, telephone and internet fees, fees for maintaining bank 
account, and others. On the revenue are recorded Revenues from sales of services. The 
difference between revenues and cost is the profit before tax. After the application the 
income tax rate, is the result for the accounting period. In the first year of business venture 
amounted to a profit of. 
Tab. 22: Profit and loss account in the simplified format – pessimistic option 
Profit and loss account in the simplified format – pessimistic option 
            
  2013 2014 2015 2016 2017 
Costs           
Material usage 47 290,00 0 0 0 0 
Reconstructions 180 
000,00 
0 0 0 0 
Wages 343 
040,00 
1 029 
120,00 
1 029 
120,00 
1 029 
120,00 
1 029 
120,00 
Rent 4 000,00 12 000,00 12 000,00 12 000,00 12 000,00 
Energy 24 000,00 72 000,00 72 000,00 72 000,00 72 000,00 
Mobile, internet 14 400,00 43 200,00 43 200,00 43 200,00 43 200,00 
Depreciation 20 264,00 40 857,00 40 857,00 28 859,00 28 860,00 
Loan payments  0,00 100 000,00 100 000,00 100 000,00 100 000,00 
Maintenance BA 200,00 600,00 600,00 600,00 600,00 
Propagation 7 200,00 21 600,00 21 600,00 21 600,00 21 600,00 
Other costs 40 000,00 120 000,00 120 000,00 120 000,00 120 000,00 
Total costs  680 
394,00 
1 439 
377,00 
1 439 
377,00 
1 427 
379,00 
1 427 
380,00 
            
Revenues           
Income  490 
400,00 
1 376 
800,00 
1 376 
800,00 
1 376 
800,00 
1 376 
800,00 
Total Revenues 490 
400,00 
1 376 
800,00 
1 376 
800,00 
1 376 
800,00 
1 376 
800,00 
Profit before tax. -189 
994,00 
-62 577,00 -62 577,00 -50 579,00 -50 580,00 
Income tax (19%) 0,00 0,00 0,00 0,00 0,00 
Net Profit   -189 
994,00 
-62 577,00 -62 577,00 -50 579,00 -50 580,00 
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3.5.12 Expected cash flow 
Cash flow is a summary of revenue and expenditure. The following table shows the 
cash flow statement in the realistic scenario, with filled capacity to 80 % (for speech 
therapist) and 66 % (psychotherapist, physiotherapist). For more clarity the statements of 
cash flow in a realistic and pessimistic variant are listed in the Appendix of this work.  
Closing balance of cash at the end of each month grows and at the end of first economic 
year of business, in August 2014, is 1 836 226 CZK. For better visibility also included in 
Appendics. Our goal is to achieve the highest possible fulfillment capabilities.  
Tab. 22: Cash flow for the frst year of business – realistic option (2013/2014) 
Cash flow for the first year of business - realistic option (2013/2014) 
Month 9. 10. 11. 12. 1. 2. 
Beginnig  527 050,00 752 
773,00 
846 
496,00 
940 
219,00 
1 033 
942,00 
1 249 
665,00 
Income             
Revenu 336 750,00 204 
750,00 
204 
750,00 
204 
750,00 
336 
750,00 
204 
750,00 
Total I 336 750,00 204 
750,00 
204 
750,00 
204 
750,00 
336 
750,00 
204 
750,00 
Expen.             
Wages 64 000,00 64 000,00 64 000,00 64 000,00 64 000,00 64 000,00 
Insur. 21 760,00 21 760,00 21 760,00 21 760,00 21 760,00 21 760,00 
Op. costs 25 267,00 25 267,00 25 267,00 25 267,00 25 267,00 25 267,00 
Loan  0 0 0 0 10 000,00 10 000,00 
Total E 111 027,00 111 
027,00 
111 
027,00 
111 
027,00 
121 
027,00 
121 
027,00 
I - E 225 723,00 93 
723,00 
93 
723,00 
93 
723,00 
215 
723,00 
83 
723,00 
End  752 
773,00 
846 
496,00 
940 
219,00 
1 033 
942,00 
1 249 
665,00 
1 333 
388,00 
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Cash flow for the first year of business - realistic option (2013/2014) 
Month 3. 4. 5. 6. 7. 8. 
Beginnig 1 333 
388,00 
1 417 
111,00 
1 500 
834,00 
1 584 
557,00 
1 668 
280,00 
1 752 
253,00 
Income             
Revenu 204 
750,00 
204 
750,00 
204 
750,00 
204 
750,00 
205 
000,00 
205 
000,00 
Total I 204 
750,00 
204 
750,00 
204 
750,00 
204 
750,00 
205 
000,00 
205 
000,00 
Expen.             
Wages 64 000,00 64 000,00 64 000,00 64 000,00 64 000,00 64 000,00 
Insur. 21 760,00 21 760,00 21 760,00 21 760,00 21 760,00 21 760,00 
Op. costs 25 267,00 25 267,00 25 267,00 25 267,00 25 267,00 25 267,00 
Loan 10 000,00 10 000,00 10 000,00 10 000,00 10 000,00 10 000,00 
Total E 121 
027,00 
121 
027,00 
121 
027,00 
121 
027,00 
121 
027,00 
121 
027,00 
I - E 83 723,00 83 723,00 83 723,00 83 723,00 83 973,00 83 973,00 
End 1 417 
111,00 
1 500 
834,00 
1 584 
557,00 
1 668 
280,00 
1 752 
253,00 
1 836 
226,00 
 
3.6 Risk assessment 
During each business activity there are a lot of risks. Some of them can be influenced, 
some can be prevented or to some we can adapt. In the following text there are the most 
important risks connected with an operation of a Speech therapy clinic.  
Inadequate financial sources 
Weighed business plan is dependent on reaching a family ex interest rate loan with 
which the space reconstruction will be financed. The risk of that the loan is not easy to 
reach is very little.   
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Insufficient to reach the potential customer 
Another very important thread is the customer risk. In this case this risk is connected 
with insufficient customer portfolio and lack of public awareness about the Speech 
Therapy Clinic and its services. Consequences would be an underflow of the Clinic’s 
capacity that would lead into loss of profit. This risk can be eliminated with a proper 
marketing campaign.    
Ineffectiveness employees 
There are especially high risks connected with employees. Speech Therapy Clinic needs 
proper qualified and loyal employees that want to improve their skills and are keen on 
studying for improvement in their own fields. The Employees Inefficiency Risk can be 
lowered with rigorous employees’ choice based on psychological tests and personal 
interviews.  
Legislation changes 
Current political situation in the Czech Republic is not stable and leads to many 
changes. These changes can influence fields that are related to this business plan. Among 
the risks belong changes of taxation system as taxation rate for businesses, value added tax 
changes, etc. These changes cannot be influenced by activities of a regular businessman.    
 Natural disasters 
This type of risk is difficult to predict. In case it occurs and influences one’s business it 
may lead to heavy harming of the business. An important help can be a Natural Disaster 
Insurance that might help with financial covering of the costs caused by disasters.   
Risk of competition 
Another very important type of risk is a competition risk. As mentioned before there are 
15 speech clinics with 32 speech therapists. A new competitor can come the to the Brno 
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market. But the competition risk can be lowered by offering of quality and unique services 
that would fit to customers’ needs.     
Improperly set price 
Another risk is a risk connected with services’ appraisal. In case the services’ price 
would be set too high then it could lead to low Clinic’s attendance. If the price would be 
too low then on one hand it would bring less financial means and therefore generated 
smaller profit. This might be a financial threat. On the other hand low price could make our 
customers feel that the service we provide was not a quality one.   
Injuries to children 
The kids and injuries they can get are a very important risk because they can create 
problems between parents and the Clinic. It is all about faith and if the faith was harmed 
and what is even worse the kids’ health can be harmed, too. So the way how to lower this 
risk is to precede this risk and much as possible keeping dangerous things away from them 
and also keeping them under control and keeping them entertained with the specialists. The 
specialists have to be insured with professional responsibility insurance.  
Tab. 23: The risk evaluation 
Number Risk factor The 
possibility of 
occurrence 
Impact  Award 
risks 
1 Inadequate financial sources 4 8 32 
2 Insufficient to reach the potential 
customer 
7 9 63 
3 Ineffectiveness  employees 5 9 45 
4 Legislation changes 6 6 36 
5 Natural disasters 3 9 27 
6 Risk of competition 8 9 72 
7 Improperly set price 7 8 56 
8 Injuries to children 5 8 40 
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CONCLUSION 
The aim of this thesis and also the intention was to elaboration of a business plan for the 
establishing the speech therapy clinic (center) in the city of Brno. In each chapter are 
outlined problems which entrepreneur must face to and deal with in order to have 
successful business.  
On a basis of made analyses, regarding population, demographic trends and competitive 
environment enters the private speech therapy clinic (therapeutic center) on the market, 
which is characterized by quite sufficient capacity of existing public and private speech 
therapy centers. It is more than important to mention that the number of speech therapy 
center is sufficient but the service provided by them is not. Due to insufficient quality of 
provided services it is common that in kindergartens more than half of children have 
problems regarding speech and communication, so called impaired communication ability.  
Nowadays, it is common practice that parents who want to order their child to speech 
therapist have to wait sometimes even weeks, not just days.  
From the mentioned reason we can assume that here is a space for the establishment of 
a new private speech therapy clinic (therapeutic center), offering complex services with a 
high quality, which will at least partially help to resolve the issue. Consequently the 
chances of success of the newly established company are high even if the company will 
have to fight with a strong competition. The key success factor will be in offering complex 
services. The center will be established as a limited liability company.  
The first years are usually difficult for every starting business. Only rarely is achieved 
longed profits and it is also required to pay variety of loans which can be for some 
entrepreneurs demotivating. A very important factor for the business is also a personality 
of an entrepreneur. The entrepreneur should be persevere, determinate, creative, but also 
resistant to stress and first setbacks. 
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In the first year of business will be essential to reconstruct the flat where the center is 
going to operate, employ qualified employees, buy property and create a pleasant 
environment not only for employees but also for customers who will be mostly small 
children. The most difficult and also important step will be to create a public awareness, 
and consequently made a customer base. For reaching the biggest amount of potential 
customer, the web site will be built and will be made advertising campaigns in shape of 
distribution of leaflets into kindergartens, family centers and waiting rooms at 
pediatricians.  
Following years will show whether the advertising campaign was well organized and 
could attract the necessary number of customers, and so ensure the existence of the newly 
established center. 
In conclusion, I would like to evaluate the idea of establishing a private Speech Therapy 
Clinic (Therapeutic center). On bases of above analysis and calculations, I consider the 
establishment of a Speech Therapy Clinic for real. By result of the financial plan can be 
assumed that center at the end of 2013 with realistic scenario will have profit of  
219 190 CZK (just for four months of operating, from September 2013 till December 
2013). At the end of 2014 with realistic scenario is expected profit of 1 038 519 CZK 
which is generate not only by speech therapy, physiotherapy and psychotherapy, but also 
by sing language courses for non-deaf people and by therapeutic recreational events. 
However, in pessimistic scenario it will not reach profit. Realistic scenario counts with 
fulfillment of 80 % capacity of speech therapist and 66 % of physiotherapist and 
psychotherapist. Pessimistic scenario counts with fulfillment 40 % capacity of speech 
therapist and 33 % of physiotherapist and psychotherapist, therefore I assume if pessimistic 
scenario happen then Therapy Clinic will be closed. From that reason the marketing 
campaign has to be well prepared and targeted to potential customers. It will be needed to 
build a serious image in the eyes of public. In the first few years the center cannot afford 
any negative publicity that could damage the whole reputation. Unfortunately, the current 
trend also dictates the need to reduce costs, and therefore it should be also an area where to 
focus future steps.  
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With the critical point of view, I see potential threat and problem in getting the 
agreement with Health Insurance Company. If this situation occurs, then I propose to move 
the whole clinic to Moravian-Silesian Region, because there is a bigger market niche 
regarding these services and Health Insurance Company will sign agreement for that 
location without any problems.  
Based on the results in can be stated the aim of the thesis was fulfilled. I believe that 
thesis can bring a lot of benefits not only to entrepreneur, who is considering an 
establishment of private speech therapy clinic, but also to general public.  
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